ID Article Index—January to June, 1973 


SPECIAL REPORTS 


EDP: meet the mighty “mini” January 35 
“Mini” price magic is expected to revolutionize computer use 
by small businesses. Here’s an in-depth look at what this 
means to industrial distributors, with guide to latest hardware. 


PVF sales growth no pipe dream February 25 
ID national survey draws profile of pipe, valve and fittings 
distributors; points to personnel and profitability as key prob- 
lems. Plastics are cited for greatest growth potential. 


Valve men’s confidence in future tempered by 

current problems 
Production overcapacity key to unfavorable pricing, profit; 
but strong petroleum and utility markets will boost sales. 


Pipe and fittings: imports, plastics 

butt the metals February 32 
Low-cost imports and increased plastics acceptability churn 
pipe and fittings market. Caught in middle: the PVF distributor. 


27th annual survey: distributor sales soar 

13% in ’72 March 33 
Industry hits $16.4-billion mark; gross margin edges up 2%, 
while operating expenses jump 13%; out-of-stock sales rise 
13% as inventory climbs 5%. Similar sales gain predicted for 
’73. Do-it-yourself checklists outline key averages by region. 


Microfilm: New cost saver on distribution scene April 35 
Feeling the back-office crunch? Microfilm use could cut your 
current filing space by 98%. Also offers suppliers speedier 
customer service, plus lower operating costs. 


Buyer survey: Distributor Image ’73 y 

How the buyer sees it. Results of ID’s fourth in-depth survey 
(expanded and updated) of industry buying patterns and at- 
titudes shows the distributor’s image intact and getting better. 


Teaching them the trade in Texas 
Ever wonder what they teach industrial distribution majors in 
college, or what the younger generation thinks of your field? 
ID takes you to school to find out. 


IDEAS FOR MANAGEMENT 


Unionization: eight ways to beat it January 53 
Five-year study exposes reasons why some organizers suc- 
ceed and others fail. They add up to how well managers un- 
derstand employees. 


January 64 
Illinois distributor solves delivery problem with hybrid pick-up. 


Mid-States rolls out Rush Rig 


Don’t look now—but you’re obsolete February 40 
... if you are an independent general-line distributor. Factory- 
man-turned-college-prof tells why supply chains are inevitable. 


‘You gotta be more than just a shelf merchant’ March 42 
Bearings, Inc. and founder-president Joseph M. Bruening 
mark half a century of specialization. Bruening talks about 
two things he knows best: bearings and distribution. 


Fastener packing goes push-button March 54 
Automated packaging system for mixed fasteners maintains 
fast delivery and opens new markets for Service Supply, 
Indianapolis. 


One on one pays at Mau-Sherwood March 57 
Cleveland distributor’s sales engineers pair off with suppliers 
for profitable, day-long review of problems. 


California rubber specialist brews up 

expansion storm April 46 
Add some service, a dash of inventory, and a touch of train- 
ing; stir and mix in a merger and you have growth, a la Valley 
Industrial. 


Suppliers rate OK—do you agree? ................ April 52 
Distributors give suppliers satisfactory rating but stress the 
need for training aid, more factory schools, revised pricing 
policies. 


Sink or swim? Distributors must close that profit gap .May 51 
Prospective head of NIDA, Robert L. Daniels, offers solutions 
to the distributor’s declining profitability situation. 


86 


Distribution under the rising sun 

What makes Japanese distribution tick? According to mar- 
keting vp William C. Heard, it’s a complex blend of wld-world 
social custom and new-world business tenacity. 


‘Come on in, the water’s great’ y 
So say the people of Reliable Bearing & Supply, San Bernar- 
dino, as they reflect on their acquisition by Kaman Corp. and 
its impact on operations, employees, and goals. 


Smali—but not exempt. Would you survive 

OSHA’s eye? May 
Follow this hypothetical OSHA inspection of a typical distribu- 
tor’s operations, and see how you would fare. 


Pump distributor’s credo: find the competitive edge . . June 52 
From a one-man operation in 1966 to a seven-man firm in 
1972, Kelly Pump & Equipment saw sales zoom to over a 
million dollars by zeroing in on Houston’s consulting market. 


New exclusive EDP club-for distributors only 
Computer-based service companies are moving into the dis- 
tributor market with programs tailor-made to offset the high 
cost of in-house automation. 


SALES/TRAINING 


If all you’ve got to sell is product 

. . . your days in distribution are numbered, says this New 
Jersey fluid power speciatist who describes how his firm is 
winning its share of the market. 


How rival salesmen apply sales tools 

to a growing Charlotte 
Selling is reduced to basics—personality, service, honesty, 
dependability—in this competitive Carolina city, where four 
distributor pros assess their roles as specialty salesmen. 


Capsule Sales Concept/1: Enter stage right 
First of new series on sales concepts for distributor sales- 
men. Tells what must be done to master sales tools. 


Capsule Sales Concept/2: Sell by ear May 103 
It pays to be a good listener, says Steve Zaremba, ID director- 
Total Distributor Communications. 


Capsule Sales Concept/3: You can’t sell 

from a hearse 
Third in a series explores enthusiasm and what it means for 
salesmen. 


INVENTORY PLANNING 


Managing multi-branch inventories 

Computer comparison of five inventory control methods shows 
the force-balance system to be superior in maintaining maxi- 
mum customer service at minimum inventory levels. 


PLANT PLANNING 


Artz wins at conveyorizing games January 47 
Handling books and games is no kid’s stuff, as evidenced by 
this Wisconsin material-handling firm’s system for Western 
Publishing. 


Simulation improves layout, boosts 

warehouse productivity January 59 
Add plant modelling to growing list of computer applications 
in distribution. Here’s typical input and results of simulating 
warehouse layout and operations via computer. 


Focus on seven key design factors February 53 
Plant Planning/7: Layout on site, structure, docking, roof, 
floors, climate ccntrol, and power—here are the decisions 
these elements require at the design stage of your building. 


Cut costs and time—go turnkey 
Plant Planning/8: Turnkey approach coordinates all construc- 
tion from feasibility studies to start-up. 


Organizing to meet construction deadlines 

Plant Planning/9: A variety of managers are involved in ware- 
house construction. Establishing lines of authority and re- 
sponsibility early are one way to meet tight project deadlines. 
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ID Article Index—January to June, 1973 


SPECIAL REPORTS 


EDP: meet the mighty “mini” January 35 
“Mini” price magic is expected to revolutionize computer use 
by small businesses. Here’s an in-depth look at what this 
means to industrial distributors, with guide to latest hardware. 


PVF sales growth no pipe dream February 25 
ID national survey draws profile of pipe, valve and fittings 
distributors; points to personnel and profitability as key prob- 
lems. Plastics are cited for greatest growth potential. 


Valve men’s confidence in future tempered by 

current problems 
Production overcapacity key to unfavorable pricing, profit; 
but strong petroleum and utility markets will boost sales. 


Pipe and fittings: imports, plastics 

butt the metals February 32 
Low-cost imports and increased plastics acceptability churn 
pipe and fittings market. Caught in middle: the PVF distributor. 


27th annual survey: distributor sales soar 

13% in ’72 March 33 
Industry hits $16.4-billion mark; gross margin edges up 2%, 
while operating expenses jump 13%; out-of-stock sales rise 
13% as inventory climbs 5%. Similar sales gain predicted for 
’73. Do-it-yourself checklists outline key averages by region. 


Microfilm: New cost saver on distribution scene April 35 
Feeling the back-office crunch? Microfilm use could cut your 
current filing space by 98%. Also offers suppliers speedier 
customer service, plus lower operating costs. 


Buyer survey: Distributor Image ’73 y 

How the buyer sees it. Results of ID’s fourth in-depth survey 
(expanded and updated) of industry buying patterns and at- 
titudes shows the distributor’s image intact and getting better. 


Teaching them the trade in Texas 
Ever wonder what they teach industrial distribution majors in 
college, or what the younger generation thinks of your field? 
ID takes you to school to find out. 


IDEAS FOR MANAGEMENT 


Unionization: eight ways to beat it January 53 
Five-year study exposes reasons why some organizers suc- 
ceed and others fail. They add up to how well managers un- 
derstand employees. 


January 64 
Illinois distributor solves delivery problem with hybrid pick-up. 


Mid-States rolls out Rush Rig 


Don’t look now—but you’re obsolete February 40 
... if you are an independent general-line distributor. Factory- 
man-turned-college-prof tells why supply chains are inevitable. 


‘You gotta be more than just a shelf merchant’ March 42 
Bearings, Inc. and founder-president Joseph M. Bruening 
mark half a century of specialization. Bruening talks about 
two things he knows best: bearings and distribution. 


Fastener packing goes push-button March 54 
Automated packaging system for mixed fasteners maintains 
fast delivery and opens new markets for Service Supply, 
Indianapolis. 


One on one pays at Mau-Sherwood March 57 
Cleveland distributor’s sales engineers pair off with suppliers 
for profitable, day-long review of problems. 


California rubber specialist brews up 

expansion storm April 46 
Add some service, a dash of inventory, and a touch of train- 
ing; stir and mix in a merger and you have growth, a la Valley 
Industrial. 


Suppliers rate OK—do you agree? ................ April 52 
Distributors give suppliers satisfactory rating but stress the 
need for training aid, more factory schools, revised pricing 
policies. 


Sink or swim? Distributors must close that profit gap .May 51 
Prospective head of NIDA, Robert L. Daniels, offers solutions 
to the distributor’s declining profitability situation. 
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Distribution under the rising sun 

What makes Japanese distribution tick? According to mar- 
keting vp William C. Heard, it’s a complex blend of wld-world 
social custom and new-world business tenacity. 


‘Come on in, the water’s great’ y 
So say the people of Reliable Bearing & Supply, San Bernar- 
dino, as they reflect on their acquisition by Kaman Corp. and 
its impact on operations, employees, and goals. 


Smali—but not exempt. Would you survive 

OSHA’s eye? May 
Follow this hypothetical OSHA inspection of a typical distribu- 
tor’s operations, and see how you would fare. 


Pump distributor’s credo: find the competitive edge . . June 52 
From a one-man operation in 1966 to a seven-man firm in 
1972, Kelly Pump & Equipment saw sales zoom to over a 
million dollars by zeroing in on Houston’s consulting market. 


New exclusive EDP club-for distributors only 
Computer-based service companies are moving into the dis- 
tributor market with programs tailor-made to offset the high 
cost of in-house automation. 


SALES/TRAINING 


If all you’ve got to sell is product 

. . . your days in distribution are numbered, says this New 
Jersey fluid power speciatist who describes how his firm is 
winning its share of the market. 


How rival salesmen apply sales tools 

to a growing Charlotte 
Selling is reduced to basics—personality, service, honesty, 
dependability—in this competitive Carolina city, where four 
distributor pros assess their roles as specialty salesmen. 


Capsule Sales Concept/1: Enter stage right 
First of new series on sales concepts for distributor sales- 
men. Tells what must be done to master sales tools. 


Capsule Sales Concept/2: Sell by ear May 103 
It pays to be a good listener, says Steve Zaremba, ID director- 
Total Distributor Communications. 


Capsule Sales Concept/3: You can’t sell 

from a hearse 
Third in a series explores enthusiasm and what it means for 
salesmen. 


INVENTORY PLANNING 


Managing multi-branch inventories 

Computer comparison of five inventory control methods shows 
the force-balance system to be superior in maintaining maxi- 
mum customer service at minimum inventory levels. 


PLANT PLANNING 


Artz wins at conveyorizing games January 47 
Handling books and games is no kid’s stuff, as evidenced by 
this Wisconsin material-handling firm’s system for Western 
Publishing. 


Simulation improves layout, boosts 

warehouse productivity January 59 
Add plant modelling to growing list of computer applications 
in distribution. Here’s typical input and results of simulating 
warehouse layout and operations via computer. 


Focus on seven key design factors February 53 
Plant Planning/7: Layout on site, structure, docking, roof, 
floors, climate ccntrol, and power—here are the decisions 
these elements require at the design stage of your building. 


Cut costs and time—go turnkey 
Plant Planning/8: Turnkey approach coordinates all construc- 
tion from feasibility studies to start-up. 


Organizing to meet construction deadlines 

Plant Planning/9: A variety of managers are involved in ware- 
house construction. Establishing lines of authority and re- 
sponsibility early are one way to meet tight project deadlines. 
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ID Article Index—July to December, 1973 


SPECIAL REPORTS 


The bounce is back in rubber July 27 
From a so-so start aggravated by high production costs, old 
facilities and confusion in pricing, the rubber industry is dis- 
playing its old bounce. 


Distributors are riding the boom 
Distributor spokesmen see a sales rise continuing and a 
trend toward bigger and fewer rubber specialists. : 


Support’s on the upswing 
Manufacturers are lavishly spending money on bigger and 
better distributor support programs of all kinds in 1973. 


Are OEM’s worth it? August 31 
Lush OEM markets are tempting distributors, but many prob- 
lems have to be solved first. Here is a rundown on how they 
view the potential in OEM’s. 


Distributor chains: Big business moves in ....September 31 
The small, independent general line distributor says there is 
no room in its future for chains. But increasing interest by 
conglomerates gives definite evidence to the contrary. 


Rise of the ‘superdistributors’ September 32 
It's too early to tell if the independent distributor is going the 
way of the Mom & Pop grocery store. But one thing is sure. 
More chains are on the horizon. 


Independents vs. chains: The great debate .... September 37 
Distributors are split down the middle over the spread of 
chains. Some see it as a threat, others as heaven-sent. 


Power transmission: 

Problematical . . . promising . . . profitable October 33 
Underneath a docile exterior, power transmission and _ its 
sister industries are simmering with activity. 


Accent on merchandising October 35 
In one of best PT markets ever, suppliers are flooding dis- 
tributors with new marketing and training concepts. 


Too many eggs in one basket? October 38 
An overabundance of outlets, price cutting woes, and impact 
of chains offse: PT distributors’ booming sales. 


Safety business: sales skid skyward November 33 
Most best sellers don’t happen overnight. But every once in 
a while, a situation arises that blasts open the door to a 
highly volatile market. It’s happening in safety. 


Safety business: booming—no end in sight . .. .November 34 
From a slow, century-old start, the rejuvenated safety business 
has exploded into a $3 billion bonanza for distributors. 


Safety business: the big payoff November 38 
As every distributor knows, no product sells itself, not even 
safety equipment. Needed now: innovative support. 


The man in salesman December 25 
Who’s the best outside salesman—the dedicated workaholic 
with few outside interests or the man with the normal mix of 
drives, needs, experience, and life away from work? Knowing 
makes hiring a lot easier. 


IDEAS FOR MANAGEMENT 


Making delivery really take off July 45 
Heliport delivery is the newest step at Warren Electric where 
hardnosed basics combine with an eye to the profitable future 
in electrical wholesaling. 


Should you manufacture? 
Can a distributor find profit and happiness in manufacturing 
without dropping distribution? One power transmission house 
did just that and profited. 


Bearing distributors gird for action July 55 
Introspection and new programs set the pace for BSA’s 7th 
Annual Convention. Emphasis was on youth, training and im- 
proved supplier relations. 


Whatever happened to Data-Phone? August 38 
Exploding computer technology has stolen the spotlight from 
a communication tool once heralded as a boon for distribu- 
tion. Here is where it stands today. 

Distribution: 1984 September 48 


Orwell’s nightmarish world of 1984 is hardly the streamlined, 
ultra-efficient world envisioned for distribution. 


ID/December, 1973 


Swingers in ‘Opryland’: 

The bold new style at Buford September 56 
The South is booming, as is Buford Bros., second oldest 
business in Nashville, Tennessee. The recipe: one part 
planning, one part aggressive management. 


One man’s formula for success September 77 
Veteran Norfolk distributor Cy Perkins has been hard at work 
since the age of six and loving every minute. His philosophy: 
big challenges bring reward. 

Want a career? Think ‘industrial distribution’ October 50 
Distribution is a rapidly growing field that offers a challenging 
future, all explained in this guide to job opportunities. 


Adventures of an ex-buyer 
Like a New World adventurer, former FMC exec Abbott Smith 
becomes a distributor and enters a world alien to most buyers. 


Realistic inventories: Enright’s Holy Grail October 66 
Three decades of distribution have taught former NIDA head 
W. L. Enright the value of setting realistic inventories. 


ASMMA conference stresses professionalism .. . .October 74 
Planning, market research, and more automation were among 
recommendations for survival at ASMMA’s 13th meeting. 


The Twin Cities—market on the move November 44 
This large and still expanding marketplace offers an. im- 
pressive mix of industry and life-style improvements. 


Distribution abroad: similar problems, 

different solutions November 51 
American distribution is more provincial in its thinking than 
its European counterpart, says a French consultant. 


Denver’s king of fasteners November 61 
He once rode with Buffalo Bill. Today, youthful Ralph Kremer 
has become the fastest fastener distributor in the West. 


Service and a smile: it works December 33 
Life is simpler in the Vieux Carré, New Orleans. And C.vV. 
Harold Rubber is succeeding with such old-fashioned virtues 
as making friends out of customers and keeping its stock 
complete. 

Are distributors ready for advanced management? 

Seat-of-the pants management is bound to go the way of the 
hand-cranked machine. Today, running a business calls for 
large doses of advanced methods. Is distribution ready? 
Wichita Supply’s high flyer 

One of a Texas distributor’s managing triumvirate, Paut 
Teague is a curious mixture of sharp businessman, religious 
advocate, and adventurer. 


SALES/TRAINING 


Joint calls: rules of the game August 51 
A sales expert shows why around half of the buyers have a 
so-so attitude toward joint calls and offers guidelines for 
making them twice as productive. 
“Motivation” seminars draw full house August 56 
ID Area Seminars on problems of motivating distributors draw 
suppliers from three key cities. On the program, trainer Steve 
Zaremba and a distributor panel. 

Sales calls: beating the odds September 67 
The shortest distance between successful sales calls is not a 
straight line says the noted sales specialist Porter Henry. 


Make your suppliers’ presentations count 

Are you getting full value for time spent at suppliers’ pre- 
sentations? Here’s how to make them more effective. 
Confessions of an inside salesman November 56 
What's it like being on the phone all day, taking orders, gen- 
erating new business, handling complaints? A salesman 
speaks out. 

The art of using visuals November 67 
Visual aids can be the most powerful tool in the distributor's 
sales kit-but only when they’re used properly. 


INVENTORY PLANNING 


Does one-stop shopping work? 
A systems contract specialist and six distributors operate a 
joint venture proving that single source buying can work. 


Standard numkering: Hit or myth? August 42 
The benefits of standard numbering are obvious. Yet, six years 
since inception, the message has not been heeded. 
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